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Sparks | Dealers to Seek Revisions in MPR 540 


Little Chance for Extension of Date; Dealers Act to Meet Challenge; 
Auto Industry’s War Deliveries Top $18 Billion To Date; 
. Sorensen Becomes Willys’ Chief Executive Officer 


Door prizes are being used by 
the Philadelphia Automobile Trade 
Assn. to stimulate attendance at 
the regular weekly luncheon meet- 
ings. 


$4 Per Year, 15¢ Per Copy 


Automotive News’ Extra edition 
on MPR 540 has scored a big hit 
with dealers. 

* 


Belief that it will not be possible to 
obtain an extension of the effective date 
of OPA’s used car price ceiling order 
was expressed by Ray Chamberlain, 
executive vice-president’ of National 


Dealers Urged 
. To Concentrate 
On Revisions 


Open Letter to OPA 


* * 


“Dealers Tell Me” column next 
week will exhort dealers to co- 
operate with used-car price ceil- 


To OPA: 


ings, not only from the patriotic 
standpoint but also from their 
responsibility to the trade in 


general. 
* * * 


Jokes Scarce 

RecrvuitTinG Orricer: I suppose you 
want a commission. 

Recruit: No. I’m such a poor 
shot, I’d rather work on a straight 


salary. 
* * * 


Oil to Roil Japs 

Warfare in the Pacific, increas- 
ing daily in scope, will necessitate 
continuation of fuel-oil rationing 
in the Pacific Northwest indefi- 
nitely, Deputy Petroleum Adminis- 
trator Ralph K. Davies said last 


week. 
+ 7 * 


For Victory 

Thus far the American oil in- 
dustry has dug into its own pockets 
for nearly one billion dollars for 
construction and expansion of pe- 
troleum plants and facilities to 
expedite the exit of the Axis by 
Allied armed forces, the Petroleum 
Industry War Council announced 
in Washington last week. 

x x 


Move Over, Please 

More than half the country’s 
population is living in communi- 
ties classified by the War Man- 
power Commission as areas of 
labor surplus or where the indus- 
trial employment problem is so 
slight, as not to call for classifica- 
tion of the community. 


Bowles Wins 

Legislation extending for one 
year the life of OPA, was passed by 
the house last week, and at press 
time the bill was before a joint 
House-Senate committee to iron 
out differences. 

The House bill contains a provi- 
sion for parity prices for farm 
commodities, inserted after defeat 
of the Bankhead cotton textile 
amendment opposed by Administra- 
tion forces, including OPA Chief 
Chester Bowles. Bowles just prior 
to defeat of the Bankhead amend- 
ment, had imposed used-car price 
ceilings which some observers saw 
as swinging borderline congress- 
men OPA’s way. 


* * * 


Lost—4 Million Cars 

Nearly 4,000,000 motor vehicles 
went out of use in 1942 and 1943 
and have not been replaced, ac- 
cording to registration statistics 
compiled by the Public Roads Ad- 
ministration of the Federal Works 
Agency from reports of State au- 
thorities. Private and commercial 
vehicle registrations in 1943 totaled 
30,499,608, a decrease of 2,082,636 or 
6.4 percent from 1942. The decline 
from the all-time high of 34,461,018 
in 1941 is 11.5 percent 

Automobiles showed the greatest 
decrease from 1942, both in num- 
ber and percentage, the 25,912,730 
registrations in 1943 being 1,956,016, 
or 7 percent, lower than in 1942. 
Truck registrations decreased 127, 
910 to 4,480,176, a decline of only 
2.8 percent from 1942, and buses 
increased 1,301 to 106,702, an in- 
crease of 1.2 percent. 


Automobile Dealers Assn., in an address during the annual 
convention last of the New York State Automobile Dealers, 
Inc. Instead of seeking deferment in the effective date of 
the order, dealers should center their attention on what 
amendments they desire, Chamberlain suggested. He indi- 
cated there was reason to hope that dealers will be able to 
obtain such amendments as.can be shown to be necessary. 

Chamberlain said the order had finally been issued for 
these three reasons: Rising used-car prices throughout the 
country; labor demands for a ceiling, and pressure on OPA 
for a ceiling order from members of Congress who have 
been receiving price complaints from their constituents. 
In discussing the factors leading up to OPA’s issuance of 
the order, the NADA executive disclosed that the ODT 
now favors used-car ceilings although that agency was 
opposed a year ago. Used-car rationing, he declared, was 
likely to come either simultaneously or shortly after the 
effective date of the used-car price ceiling order. Revision 
of used truck ceiling regulations, he indicated, could be 
expected shortly to the benefit of dealers. 

xk * 


Now that you've launched your "invasion" in 
the used car price control field, Automotive News 
hopes you won't mind if we call your attention 
to a few of the pitfalls ahead. We've mentioned 
most of these pitfalls time and again during the 
past year, in our fight to save transportation, 
but the situation has changed for the worse. 

1. You realize, of course, that you have no 
money to enforce MPR 540, especially among the 
23,000,000 owners of private cars. Result: 
There'll be plenty of black-market headaches for 
you, even more so than with the used truck 
regulation. 

2. You realize, OPA, that hundreds of small 
dealers with service shops may be forced out of 
business due to loss of used-car revenue. 

Result: A further decrease in the already- 
inadequate number of service shops needed to 
maintain America's vital transportation system. 
You realize, too, that the quality of 
automobiles will deteriorate rapidly through an 
increase in the number of individual-to- 
individual sales--these black market transactions 
--Since these cars will by-pass the legitimate 
dealers' reconditioning system. Result: A 
stepped-up mortality among private automobiles, 


Meanwhile, dealers across the country 


Dealers Prepare 
To Meet the 
New Challenge 


(see page two) were preparing to cope 
with the new regulation which goes 
into effect July 10. Those caught with 


high-priced used cars were determined 
not to sell the vehicles at a loss but plan to cut future 
trade-in allowances in an effort to salvage some of their 


investment. 


Others thought the rollback in prices (10 to 


20 percent in various areas) was not excessive, but while 
noting that the 25 percent markup for warranted cars was 
an improvement over the previously-contemplated 15 per- 
cent, declared that the margin would not allow much 


reconditioning. 


Dealers agreed that their best bet now is to concen- 
trate attention on their sole remaining “leg” (service), 
with the hope of getting help on repair parts and manpower. 


News in Brief 


Bathrick Back 

PONTIAC.—Return of D. U. 
Bathrick to his post as general 
sales manager of Pontiac motor 
was announced last week by H. 
J. Klingler, general manager of 
Pontiac and vice-president of 
General Motors. Verne L. Mur- 
ray, who has been serving as 
acting general sales manager of 
Pontiac Motor, resumes his 
position as assistant general 
sales manager. 


Dodge’s Shell Contract 

DETROIT.—Production on a 
type of 20 millimeter (anti-air- 
craft) shell will be under way 
shortly at Chrysler Corp.’s New- 
castle (Ind.) plant of the Dodge 
division. The plant now is pre- 
paring for production on the 
ammunition assignment, which 
calls for output of millions of 
Shells at a rate of hundreds of 
thousands a month. 


Steel Rate Steady 

NEW YORK.—The operating 
rate of steel companies having 
94 percent of the steel capacity 
of the industry was 97.1 percent 
of capacity for the week ending 
June 19, compared with 97.8 per- 
cent the previous week. 


x kk 


Auto Industry’s War 
Deliveries Top 18 Billion 


Based on dollar volume, 
current deliveries of war 
products by the automotive 
industry are running ap- 
proximately twice the fig- 
ure reported in the peak 
peacetime production year 
of 1941. In the period since 
the nation has been at war 
profits, measured against 
sales, have been cut in 
half; average weekly wages 
paid to employes have in- 
creased nearly 33 percent, 
employment is __ slightly 
under the top wartime 
figure but well above the 
record established three 
years ago, according to 
George Romney, managing 
director of the Automotive 
Council for War Produc- 
tion, in a report issued last 
week covering the period 
from September, 1939 to 
June 1, 1944. 


In that period deliveries 


of war material totaled 
$18,500,000,000. 


increasing the need for more service facilities, 
repair parts and skilled manpower at a time when 
they're not available. 

You realize the dangers, we hope, of forcing 
business out of legitimate channels, of forcing 
badly-needed automobiles off the street, of 
seriously interfering with the transportation of 
war materials, war workers and food. 

But we suppose you think that a used car 
price ceiling is justified--even if it's imposed 
only for political reasons, such as obtaining 
congressional help for your price-control exten- 
sion bill. We're sorry we can't agree. 

One thing is certain, OPA. You can count on 
the honesty of legitimate dealers. Wish we could 
say the same about the 23,000,000 individual car 
owners, who will hereafter handle 90 to 95 
per cent of the used-car transactions in the 
country. 

On the brighter side, we know we can count 
on your assistance in rectifying mistakes in the 
present regulation, which will crystallize once 
the regulation is in effect. 


Sincerely, 
AUTOMOTIVE NEWS 


Charles E. Sorensen, for many years 
executive vice-president and general 
manager of the Ford Motor Co., has 
entered into a contract as chief execu- 
tive officer of Willys-Overland Motors 
and is to be elected president, the company announced last 
week. Previously, AUTOMOTIVE NEws had reported that 
this action was expected. The move, characterized as 
“highly significant to postwar automotive development,” 
was announced by Ward M. Canaday, chairman of the 
board of Willys, who several months ago accepted the 
presidency with the stated intention of selecting a man 
of — automotive manufacturing experience for 
the job. 


Sorensen is generally regarded as the originator of the 
automotive assembly line, having developed Ford produc- 
tion to a rate of more than 8,000 units daily. His experi- 
ence has covered virtually every phase of motor vehicle 
production and merchandising both in this country and 
in foreign countries where American cars are assembled 
and sold. He will take over active direction of Willys- 
Overland operations at a time when the company has 
shown an increase in business of 31 percent over the 
comparable six months period for the previous year and 
developed half-year earnings recently announced as 
$1,558,368.98, after reserves of $3,098,862. 


Sorensen’s 
Appointment 
Is Confirmed 





2 
As Result of Ceilings See 
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Dealers in N.Y. Area 


See Quality 


NEWARK, N. J.—Price ceilings 
on used cars will be almost unen- 
forceable, in the opinion of dealers 
here, who predicted last week that 
a further result will be a deteriora- 
tion in the quality and reliability 
of cars available for sale, 

“These regulations aren’t for 
the best interests of essential 
users,” it was asserted by Wil- 
liam L. Mallon, secretary of the 
New Jersey Automotive Trade 
Assn., president of the Newark 
Automobile Trade Assn. and a 
director of the National Automo- 
bile Dealers Assn. 

“We have been fighting this out 
with the OPA for two years,” Mal- 
lon said. “We're opposed to it for 
three reasons. First, it will be 
difficult to enforce and will lead 
to increased black market opera- 
tions. Second, the margin between 
‘as is’ cars and cars with a war- 
ranty is not sufficient to allow 
proper reconditioning. The cars on 
the highway today are getting hard 
wear, and when they’re bought by 
dealers for resale they require a 
general overhauling. 

“The average owner of a good 
car will sell it to a dealer for a 
good price. If he can’t get his 
price, he’ll just keep the car. These 
lowered prices will bring out the 
cars in poorer condition that aren’t 
worth much. 

“Finally, the new ceilings will 
reduce the volume of business of 
dealers all over the country. The 
used-car business is all they have, 
now that no new cars are being 
manufactured.” 

Citing experience with ceiling 
prices on used trucks as having 
demonstrated the plan unwork- 
able, another dealer said: “You 
can’t legislate people into hon- 
esty if it isn’t practical. 

“If people want a car badly 
enough they’ll pay the legal price 


Oregon Dealers 
Expect Another 


Truck Fiasco 


PORTLAND, Ore.—It was prac- 
tically the unanimous opinion of 
representative Oregon automobile 
dealers that the retail business will 
be seriously handicapped by OPA’s 
latest move in bringing used pas- 
senger car. sales under price 
control. 

The dealers based their opinions 
on experience following the imposi- 
tion of a price ceiling on used 
trucks. Many truck dealers have 
gone out of business, because own- 
ers would not sell them trucks at 
the OPA price ceiling level. 

Most truck sales now are re- 
ported on the “as is” basis between 
seller and buyer, which enables the 
seller to collect the dealer’s com- 
mission. From trade reports, 
many sales are made above the 
ceilings in violation of OPA regu- 
lation, and because this type of 
sale is made on a cash basis, there 
is no way of checking. 

Dealers fear the public will re- 
sort to the same practice in the 
used-car field. 

It is agreed that you can’t regu- 
late the public after all these years, 
is the opinion of a veteran dealer. 
Another said the program will not 
work unless accompanied by used- 
car rationing. 

Generally it was admitted that 
prices had gotten “awfully high” 
during the last 30 days, and the 
profiteering had been done by the 
original owners, and not by the 
dealers, who are taking only the 
allowable percentage markup. 

Dealers here who maintain repair 
facilities, agree that they will con- 
form and sell only at “warranted” 
prices. 


Erratum 


Automotive News’ story June 
12, announcing National Auto- 
mobile Dealers Assn.’s appoint- 
ment of Thomas W. Wilson, 
should have read that Wilson 
has been named assistant execu- 
tive vice-president. 

Ray Chamberlain’s status as 
Executive Vice-President of 
NADA remains unchanged. 

SS a 


Decline 


and make out the transfer and 
then will go behind the counter 
and pay the dealer a bonus. It 
just won’t work.” 

New York dealers predict a 
lag in used-car business as a 
result of OPA’s imposition of 
ceiling prices. 


Despite assertion by Daniel P. 
Woolley, regional OPA head, that 
enforcement procedures worked out 
for other price-controlled commo- 
dities will be applied with full 
force to the used-car trade, dealers 
fear that there will be a shift of 
part of the business from respon- 
sible automobile sales firms to 
black-market operators who will 
offer illegal premiums to car own- 
ers and sell the vehicles thus ob- 
tained at prices even in excess of 
current quotations. 


General sentiment among dealers 
here was expressed in a bulletin 
sent out by the Automobile Mer- 
chants Assn. of New York, Inc., 
just before the OPA ceilings were 
announced. 


“We have always maintained 
and still maintain,” the associa- 
tion said, “that to place a ceil- 
ing on used cars without the 
personnel to police and enforce 
it—which OPA does not have— 
would simply crucify the legiti- 
mate dealers. The fly-by-nights 
will not pay any attention to 
the ceiling and hence it will be 
impossible for our members to 
buy used cars in competition 
with these unscrupulous dealers.” 
Possibility of a shortage of used 
cars as a result of the ceilings was 
seen in dealer circles here. Un- 
able to get much use out of their 
cars, many motorists have been 
keeping them until steadily increas- 
ing prices offered for used cars 
would reach a point at which 
they’d be willing to sell. 


With the prices now to be 
rolled back, a trade spokesman 
pointed out, car owners who 
have not yet put their automo- 
biles into the used-car market 
are much less likely to do so. 
This, he added, may shortly lead 
to a situation where many cars 
remain idle in garages while the 
number of vehicles on the road 
shrinks steadily as aging cars 
‘wear out or break down. 

That there has been a sharp in- 
crease in used-car prices because 
of the greater demand than supply 
is not denied here. A recent local 
survey showed a 38 percent in- 
crease in used-car prices in the 
last year and a half, with prices 
“still continuing their upward 
spiral.” One large used-car dealer 
estimated that the ceilings would 
reduce the price of used cars by 
$100 to $200 from current quota- 
tions. What the prices will be on 
the invited black market, however, 
will be another story. 


R. I. Dealers See 
o “ 
Dip in Supply 

PROVIDENCE. — (UTPS) — The 
following comment by Rhode Island 
automobile dealers is typical of the 
sentiment in the state on the 
OPA’s imposition of price ceilings 
on used cars: 

Louis E. Baker, treasurer of the 
Baker Auto Co. and president of 
the Rhode Island Used Car Dealers’ 
Assn.: “It’s going to drive a lot of 
dealers out of business. It’s just 
going to take cars right off the 
market. In another 60 or 90 days 
there won’t be any used cars for 
sale.” 

Richard E. Cesare, co-owner of 
the West Motor Co. and secretary- 
treasurer of the used car dealers 
association: “We can practically go 
on vacation for the next month 
for no intelligent person is going 
to buy a car when he can wait for 
the ceiling prices. 

“I don’t believe ceilings are go- 
ing to work. They put ceilings 
on trucks about a year ago. Very 
few dealers now handle trucks.” 


‘“‘Dealers Tell Me,’’ by John O. 
Munn, is an open forum for the 
expression of dealers’ opinions. 


Plea for Unity 


Factories, Dealers Must 
a Kelly Warns 
NE YORK — arning that 
the automotive industry is 
threatened with a postwar 20 
percent excise tax and other 
burdens that may dim antici- 
pated lush business prospects if 
not averted, David Kelly, presi- 
dent of the National: Automobile 
Dealers Assn., called in an ad- 
dress here last week for speedy 
settlement of  factory-dealer 
problems in order that the in- 
dustry may present a united 
front in assuring its postwar 

position. 

Besides stopping the threat 
of added taxation, joint indus- 
try organization also is needed, 
he told the New York State 
Automobile Dealers, Inc., to ob- 
tain a fair share of raw mate- 
rials and get new cars into pro- 
duction at the earliest possible 
date. 

Despite the fact that a grave 
crisis is threatened in automo- 
tive transportation, govern- 
mental agencies will not move 
to authorize new car production 
unless forced by joint industry 
effort, he asserted. 

Too many dealers are now at- 
tempting to “hitch-hike to 
prosperity” on the benefits ob- 
tained through association ef- 
forts, Kelly declared, urging 
broader membership in the na- 
tional and local associations. 
Pointing out that labor, capital 
and even consumers are or- 
ganized, he warned that dealers 
cannot adequately protect their 
interests except through similar 
organization. 


Ceilings to Hit 


Careful Driver 


NASHVILLE, Tenn. — Comment- 
ing on the price-ceiling regulation 
imposed on used cars, auto dealers 
here said last week that it will 
work a hardship on the man who 
takes care of his car. 

Under the regulation, a car 
which has low mileage and which 
has had excellent care will bring 
no more than a car of the same 
make, year and model whch has 
been driven farther and harder. 

Declaring that all but one-half 
of one percent of the used cars are 
in the hands of private owners, 
R. L. Parnell, president of the local 
dealers association, said he felt the 
regulations will prove good or bad 
depending on the enforcement. He 
added that he questioned the abil- 
ity of OPA to enforce the ceiling 
adequately. 


DIGEST EDITION 


Factory and the Dealer 


Close Cooperation Urged by Holler 
At Massachusetts Convention 


BOSTON.—Citing the need for 
closer cooperation between factory 
and dealer, William E. Holler, gen- 
eral sales manager of Chevrolet, 
told members of the Massachu- 
setts State Automobile Dealers 
Assn. at their fourth annual con- 
vention that these two facts must 
be kept prominently in mind in the 
postwar period. 

1. The dealer who serves his 
manufacturer best will get the best 
results. 

2. The sales executive who 
serves the dealer best will serve 
his manufacturer best. 


At the convention, dealers voted 
two resolutions—one opposing the 
used-car price ceiling and the other 
favoring used-car rationing. 

Holler asserted that price ceil- 
ings imposed on used cars by 
OPA would have a serious effect 
on the transportation of the 
country, and that auto dealers 
must now concentrate on the 
parts and service departments to 
remain in business. 

Turning to the postwar period, 
Holler said that the fly-by-night 
dealer —the cream skimmer — will 
have no place in the industry. 

“The consumer will not make the 
investment in a new car at an 
increased postwar price only to 
find that the dealer who sold him 
the product is no longer in busi- 
ness,” Holler said. “The public 
has a right to expect a quality 
dealer organization as well as a 
quality car.” 

For the benefit of the dealer, 
the manufacturer and the con- 
sumer, these three points were 
listed as essential: 

1. A quality dealer program as- 
suring a true territory potential, 
guarding against dealer overpack- 
ing and helping to build perma- 
nency and genuinely satisfactory 
opportunities. 

2. Dealer councils or the dealer 
committee system of operations—a 
sincere factory-dealer planning 
partnership giving all dealers a 
voice in the formulation of prac- 
tical retail sales plans and policies. 

3. Territory security plan for 
the postwar protection of dealers’ 
equities and permanency, giving 
real territory security and raising 
interdealer selling relationships to 
a fair and equitable basis. 

Holler predicted that the new 
ceiling-price regulation will dry 
up the used-car market just as 
the used-truck ceiling dried up 
that market. In citing the dan- 
ger to transportation involved if 
dealers are unable to stay in 


Trade-In Values to Drop 


Denver Dealers See Way to Avoid Losses 
On Used Cars; Some Mortality Likely 


DENVER.—The effect of ceiling 
prices on used cars, according to 
local dealers, will be that used-car 
sales will cease almost completely 
for 30 days and the increase in 
sales thereafter will be gradual for 
another four weeks. A survey of 
local dealers brings out the fact 
that the OPA order, which will re- 
quire a return to Jan. 19, 1944 
prices, will cause these additional 
reactions: 

1. Well-established dealers hav- 
ing sound financial backing will 
not be seriously hurt, but a num- 
ber of small dealers will go out 
of business. 

2. Car merchants and the pub- 
lic alike will have trouble buying 
first-class used cars; a trade-in 
will be almost a requisite, and 
trade-in values will drop sharply. 

3. Unless controls are operated 
with greater success than they 
have been with trucks under 
ceiling prices, passenger cars will 
become a vast new black market. 

4. The rollback in prices in 
Denver will average probably 
around 15 percent. 

While the order has been antici- 
pated here for more than a year, it 
still came as somewhat of a shock 
to the men in Denver whose an- 
nual business is valued in the 
millions of dollars. Most of them 
thought it is “completely unneces- 
sary,” and only one commented it 
“probably will be a good thing for 
the legitimate dealer.” 


After the public has learned they 
cannot sell premium, low-mileage 
automobiles for the same prices 
their neighbors recently have been 
getting—unless they go into black 
market sales—they will start sell- 
ing to dealers again and still will 
get profitable deals, it was pre- 
dicted. 

Dealers possibly will reduce 
their stocks somewhat by volun- 
tarily cutting prices before July 
10, but they will not sell at a loss. 
In order to “come out” on cars 
for which they paid unrestricted 
prices, therefore, they will de- 
mand trade-ins and give less for 
the older cars. In that manner, 
dealers will still try to get their 
profit under ceiling prices, and 
the money changing hands will 
be the same amount as before. 

A number of the new used-car 
dealers have gone into business 
with virtually no capital, dealers 
said, and these are likely to find 
ceiling prices unattractive. 


One effect the dealers fear is 
that individual sellers will try to 
find individual buyers who will pay 
no attention to ceiling prices, even 
though the OPA order is to apply 
to individual sales also. If the in- 
dividuals succeed, the dealers’ 


source of supply will be frozen. 

Some local dealers expressed 
surprise that rationing of used- 
car sales did not come along 
simultaneously. 


business through their parts and 
service departments, he _ said 
that “86 percent of all the miles 
traveled in America are traveled 
by automobile.” 


Holler said that there are 23,- 
500,000 used-passenger cars. in 
operation. 


“With only 420,000 in dealers’ 
stocks, less than 2 percent are in 
authorized dealers’ hands, while 
98 percent will be individual to 
individual sales, which will develop 
curbstone sales, fly-by-night brok- 
ers and a black market.” 

At the open business session of 
the convention, President Lyle F. 
Harris introduced President David 
Kelly, of NADA, who described 
how that association started and 
what it has accomplished. Then 
Ray Chamberlain, executive vice- 
president, told how NADA officers 
cooperate with federal bureaus, 
keeping them informed about the 
automotive industry. 


Elliott H. Taylor, chief of the 
automotive division of OPA, ex- 
plained the new ceiling program. 
Gov. Leverett Saltonstall, Lieuten- 
ant Gov. Horace Cahill and Mayor 
Maurice J. Tobin, of Boston, at- 
tended the sessions. 


Ind. Dealers See 
Chance to End 


Curbstoning 


INDIANAPOLIS. — Local dealers 
generally were disappointed by the 
OPA ceiling prices on used cars. 
Several predicted an outburst of 
black market profiteering among 
individuals. 

James H. Taylor, president of the 
Indianapolis Automobile Trade 
Assn., declared: “If a ceiling price 
had been placed on used cars from 
the outset, it would have been all 
right, but now the OPA is taking 
business from legitimate dealers 
and placing it in the hands of in- 
dividuals—a group that can’t be 
policed easily.” 

On the other hand, Herman 
Schaefer, executive secretary of 
the Indiana Automobile Dealers’ 
Assn., Inc., said that while the 
ruling would effect a tremendous 
impact at the outset, the reaction 
among dealers would not be too 
severe in the long run. 

He said: “I think that many 
dealers—not the curbstone variety 
nor the profiteering opportunists— 
but legitimate dealers with shop 
facilities and fixed establishments, 
are not opposed to a fair and 
equitable used-car ceiling.” He 
predicted that many fly-by-night 
dealers would go out of business, 
but declared that most legitimate 
dealers would “welcome this op- 
portunity to comb the industry of 
its undesirables.” 

He said the state motor vehicle 
bureau with a careful examination 
of certificates of transfer required 
in each auto sale, could aid in 
stamping out black marketing. 

A few dealers declared unfair the 
new price zones. 


La 


Ark. Dealers Vote Fight 
On Used Car Ceilings 


LITTLE ROCK.—Greater Lit- 
tle Rock Automobile Dealers 
Assn., bulwarked by the execu- 
tive committee of the state asso- 
ciation, last week went on rec- 
otd as opposing the ceiling 
prices on used cars. In a resolu- 
tion adopted unanimously, the 
two associations declared that 
OPA’s action would take the 
sale of used cars out of the 
hands of legitimate dealers and 
place it in the control of the 
black market, just as happened 
in the used truck market. 

The ceiling, the resolution 
said in substance, will raise the 
price of old and rough cars and 
lower the price on clean, low 
mileage vehicles. Henry G. 
Thomas, president of Greater 
Little Rock association, said 
“no printed form can equitably 
cover the difference in extreme 
values of automobiles, because 
there is such a wide difference 
in cars of the same make and 
model.” 
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HELP WANTED 


WE ARE WHOLESALING 


OUR CARS AT 


CEILING PRICES 


OVER 


400 
CARS 


Rall Facilities to all points 
dally arranged by us 


CAPITOL MOTORS, INC. 


Dodge & Plymouth Distributors 


368 Main Street, Tel. 7-8144 
HARTFORD, CONNECTICUT 


OPPORTUNITY 


For dealers’ accountants 
with sales personalities to 
serve as Business Manage- 
ment Representatives for 
large automotive manufac- 
turer. Salary and traveling 
expenses paid. Address 
Box No. 691, c/o Automo- 
tive News, Detroit 2. 


CLASSIFIED WANT AD DEPARTMENT 


iching an estimated 50,000 
Maine to Califorr Low rates 
for 3 Cash in advance. 
signed with full name and 
Automot Detroit 2, 


*§S replies irded, 


WANT AD DEPT., 


branches of the from 


WORD for one 


reader engaged itn all 
TEN CENTS (10¢ PER 
Count initials and groups of numbers 
address at requiar rates, but if signed 
Mich.’ add One Dollar a for 
unopened, the same day received. Display Ads: $7 per inch, 


AUTOMOTIVE NEWS, CASS AVE., DETROIT 2, 


automotive industry 
. word 
rd. Ads may be 

in care of 
xtra service 
per insertion 


MICH. 


sertion re 25¢ ¢ ia 
insertions win ae hb bie 
el No 
a) 


Pea sf 


‘Box 


thes address 


all makes 


orw 


all body styles 
all year models 


all cars with 
5 Al tires 


POSITION WANTED = 


POSITION WANTED—General Motors Ac- 
countant, Office manager wants to make 
change. Wide General Motors, full 
charge, experience. Free to go any- 
where. Box 679, c/o Automotive News, 
Detroit 2. 


SERVICE MANAGER. Married, age 41. 
Progressive, capable all details. Wide ex- 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
a 


bess EL 


AUCTION 


EVERY FRIDAY 
1:30 P.M.— Rain or Shine 
FOR DEALERS ONLY 


WILL 
WHOLESALE 


SKILLED OPERATOR for Bendix-Feragen 
Frame Machine. Will guarantee mini- 
mum. Most healthful, dry climate in 
world. RAY KORTE, STUDEBAKER 
DISTRIBUTOR, 324 West Adams, 


EXPERIENCED 


Phoenix, Arizona. re 
PARTS MANAGER— 
Chevrolet Dealership, Tidewater, Virginia. 
Excellent working conditions, steady po- 


perience all cars. Al supervision person- 
nel and public. Satisfactory operation 
standards, 100% customer satisfaction. 
Salary, percentage. State offer. P.O. Box 


Southern Auto 


1000 GOOD CARS 


626, Lansing, Mich. 
TRUCKS FOR SALE 


O’MEARA MOTOR CO. 


Ford Dealers 


653 Conn. Boulevard, Tel. 8-2176 
EAST HARTFORD, CONN. 


These two 


WITH 
5000 GOOD TIRES 


R.S. EVANS 


World’s Largest Dealer 


Wire — Phone or Write Manager of 
Our Nearest Store 

N. Y. C.: 217 West S7th St., Mr. Nelsen, 
Phone—Circle 7-2298-7 


Phila., Pa.: 908 N. Broad St., Mr. Hough, 
Phone—Stevenson $69 


Atlanta, Ga.: 241 Spring St., Mr. Mill- 
ing, Vasne—Sacieen 5661 


Savannah, Ga.: 106 E. Bryan, Mr. Lord, 
Phone—Sav. $380 


Jacksonville, Fla.: Sth & Main Sts., Mr. 
Marley, Phone—Jack. 5-5522 


Orlando, Fia.: 101 W. Central, 
Evans, Phone—Orlando 56338 


West Palm Beach, Fla.: 301 So. Dixie, 
Mr. Twitty, Phone—WPB 7020 


Tampa, Fla.: 201 So. Tam Mr. John- 
son, Pheno—Tampe 2 4465 . 


Miami, Fla.: 1622 N. E. 2nd Ave., Mr. 
Evans, Phone—Miami 2-8158 


Auction Mart 
1827 W. Broad, 
Richmond, Virginia 


Where Buyers and Sellers get | 
together! A big sale of clean | 
cars, choice merchandise, 
every Friday. 


| 
“The South’s Largest 
| 


sition, group insurance. Answer in own 

handwriting. State qualifications, salary 

expected, draft status. PENINSULA 

—_— COo., INC., Hampton, Vir- 
nia. 


1939 Case 4 car Trailer 

1941 Ford Tractor Big 6 

19389 Fruehauf 30 ft. Trailer 

19389 Brockway 160 Tractor 

1935 Brockway 238 Pass. Bus 
Also many others 


U. S. BEST TRUCK SALES 
1689 Bedford Ave. 
Brooklyn, N. Y. 


firms have been in business 
over 25 years. 


WANTED 
Sales Promotion and 


Advertising Manager 
for Export Division of large 
Automobile and Truck Manu- 
facturer. Export experience de- 
sirable but not essential. This 
is a permanent position for a 
man who can originate and 
follow through constructive and 
diversified sales promotional 
ideas. Prefer man 25 to 40. In 
reply state age and full details 


PARTS FOR SALE 


NOTICE—We have 1942 CHEVROLET 
PARTS: Doors, Trunk Lids, Upholstery, 
Hardware and Glass. 40% to 60% off 
list. Write for free complete price list. 
Cooper-Lewis Co., Inc., 238 Broadway, 
Revere 51, Mass. 


1942 FORD TUDOR PARTS: Doors, trunk 
lids, upholstery. Stamford Motors, Inc., 
Stamford, Conn. 


CHEVROLET TRUCK CABS to fit 1940 to 

3 ’42. Doors and cushions to fit '40 to '42 
Ford cabs. Box 686, c/o Automotive 
News, Detroit 2. 


WE HAVE NEW 1942 Chevrolet Parts, 
Doors, Trunk Lids, Upholstery, for town 
sedan, 5-passengef coupes, sedan de- 
liveries, half-ton panels. 50% to 80% 
off list. Write for further complete price 
list. Curry Chevrolet, 3300 Broadway, 
New York City. 


Auto Auction Mart’ 


Gilbert Brown, Manager | 
Attend im Person, Write for | 
Particulars or Telephone 5-2847. | 


MANUFACTURER’S 
REPRESENTATIVE 


SALES REPRESENTATIVE desires to 
establish self as manufacturer’s agent 
offering aggressive representation in De- 
troit area for lines with good post-war 
future. Box 685, c/o Automotive News, 
Detroit 2. 


WANTED: WRECKED OR BURNT cars 
that can be rebuilt. Chevrolet, Ford, 
Plymouth, state description and price, 
within 400 miles. B. F. Curry Company, 
3300 Broadway, New York City. 


HEARSES, FUNERAL CARS or AM- 
BULANCES. Will buy clean 1936 or 
newer models. Henry Von, 3209 Victor, 
Kansas City, Missouri. 


SEVEN PASSENGERS, large fives, limou- 
sines. Any year, prefer Buicks and 
Cadillacs. Cars must be clean and 
prices in line with PRICE CEILING. 
McClintock-Cadillac, Lansing, Michigan. 


DEALERSHIP WANTED | o = "te eee makes 
Ne Sy «ae rom ’ to s ulloch. ontiac, 
WANTED SMALL ESTABLISHED DEAL- 800: * 
ERSHIP handling Chevrolet. Preferably | 4 Lorain Avenue, Cleveland, Ohio. 


in West or Southwest. Box 693, ¢c/O, WHOLESALING 1941-42 clean low mileage 
Automotive News, Detroit 2. cars. sam GREENFIELD, Automobile 
merchandiser in Cleveland for over 25 
years, E. 142nd. at Kinsman, Longacre cae St., Chicago 19, Illinois. Midway 


| FOR | i941 P26JB PONTIAC STREAM- 
' R Sedanette, left door less uphol- 
USED 1940 CARS MISCELLANEOUS 


stery, good condition, used. 

1941 an hn a ana ERA Campbell Motors, Alabama. 
GRINDING AND 

FOR SALE METALLIZING. Landis Grinder, 22 x 


WANTED—ONE BODY COMPLETE any 

! 72. Complete metallizi 5 type 1941 Roadmaster Buick. Terminal 

FOR DEALERS ONLY ing anne aeaker eS ice Garage, 217 West Depot St., Knoxville, 
SEMMEL MOTOR CO., Inc., 800 Commerce Street, 

345 Essex St. 

HACKENSACK, N. J. 


TRUCKS WANTED 
SRE feta ter 
of past experience, education ||FoRD DEALER will purchase new 1944 
ord trucks at full retail price. Mail or 
and qualifications. Address Box F Coa” Ga” weer aes 


696, c/o Automotive News, De- 90 Montrose Avenue, 
= 


- troit 2. Brooklyn 6, 


sccitdamnsieoenianeiesanansiainassncaaiiaaee NaN 
WANTED SIX 122 inch, one ton chassis 
ONE OF THE LARGEST, oldest and best 


with cowls or cabs. Will pay full ceiling 
established automobile distributors, lo- price. LASKY MOTOR CAR CORP., 
cated in a large central Son 90 Montrose Ave., Brooklyn, N. Y. 
wants AUTOMOBILE MECHA . 
PAINTERS, and UPHOLSTERERS. Also|___ DEALERSHIP FOR SALE _ 
experienced parts men. Permanent posi-| wesTERN PENNSYLVANIA DEALER- 
tions for those who can qualify. Box| sHIP now handling General Motors line. 
684, c/o Automotive News, Detroit 2. A going concern making good profits 


right now and will make exceptionally 
SERVICE MANAGER, must have execu- large profits on investment. Box 688, 
tive ability and capable of handling men c/o Automotive News, Detroit 2. 
and customers. Permanent and profitable eS 
position for experienced man. Airmail] coMPLETE DEALERSHIP FOR SALE— 
qualifications and references to Ed/  puiiding of brick, concrete, steel, stone 
Cason, Ford Dealer, Durant, Oklahoma.}| trim. Chevrolet contract at present time 
for 300 cars, Buick for 100. City of 
14,000 population, Tennessee. Write Box, 
692, c/o Automotive News, Detroit 2. 


Mr. 


NEED RIGHT FENDER SHIELD ‘42 
Buick Super Sedan. Will pay ceiling. 
Motors Finance Co., Harrisburg, Pa. 


WANTED—LEFT FRONT FENDER for 
1937 Chevrolet. Box 690, c/o Automo- 
tive News, Detroit 2. 


1942 OLDS SIXTY SEDAN BODY com- 
plete with doors and upholstery. Less 
cowl if damaged. Ranson Sales, Flush- 
ing, Mich. 


RIGHT FRONT DOOR for 1941 or °42 
Ford Fordor sedan, also hood for 1942 
Ford. Box 687, c/o Automotive News, 
Detroit 2. 


BUICK SPECIAL two or four door sedan 
body to fit 1942 Model '41 Buick, also 
two of four door sedan body for 1939 
Buick. South Shore Buick, Inc., 1441 E. 


R. S. EVANS BUYS MORE 
SELLS MORE CARS 
EVERY DAY—THAN 

ANY OTHER DEALER 
IN THE U.S.A. 


WANTED 
Factory Service Parts 


Representative 

to travel abroad for large Auto- 
mobile and Truck Manufacturer. 
Prefer man 25 to 40 and who 
can speak Spanish or can learn 
quickly. Must be able to or- 
ganize dealers’ service and parts 
departments along modern lines 
and have thorough knowledge 
of tools and shop equipment. 
In reply, state age and full 
details of past experience, edu- 
cation and qualifications. Ad- 
dress Box 695, c/o Automotive 
News, Detroit 2. 


WANTED established dealership in Ohio. 
Box 694, c/o Automotive News, Detroit 2. 


EQUIPMENT WANTED 


SURPLUS REYNOLDS & REYNOLDS 
perpetual customer follow-up board 
48” x 64”, also same make perpetual 
used car control board 48” x 60”. 
Both in excellent condition, $40 each. | 
Box 627, c/o Automotive 
Detroit 2. | 


RADIOS WANTED 


WANTED TO BUY Automobile Radios. 
State full particulars. L. 8. JULLIEN, 
Inc., 1443 P. 8St., N.W., Washington, 


new or 
Florence, 


Tenn. 
Lynchburg, Virginia. Phone 2304. 
Hack $ 


a67 DENEG SUPER-CHARGE FLUID in gaso- 


line increases octane content, gives more 
power, more miles, easier starting, keeps 
motor clean. Introduced Oct. 1942, is 


FOURTEEN NEW HUDSON ‘42 sedans 
for sale, $75 below ceiling F.O.B. Phila., 
Pa. ELEVENTH STREET MOTOR CoO., 
1120 S. 11th St., Philadelphia, Penna. 


USED CARS FOR SALE at attractive 
wholesale prices. 150 to 200 used cars 


PERIENCED SERVICE MANAGER for 
Oldsmobile Dealership, Lincoln, Nebras- 
ka. State qualifications and references, 
air mail, Lincoln Motor Company, 
Lincoin, Nebraska. 


5, D. C. 


WANTED NEW CAR RADIOS, any model. 


Advise quantity available, price wanted, 
etc. Bear Cat Stores, 2325 8S. Michigan 
Ave., Chicago 16, Ill. 


in stock at all times, others coming in 
daily. 1940, 1941 and 1942 models, a 
few 1939 models. All Makes and 
Models, including several station wagons 
and convertibles. We suggest you in- 
spect these cars and select as many or 


now used by hundreds of thousands of 
autoists. One gallon sufficient super- 
charge 320 gallons gasoline, delivered 
express in United States list price $5. 
Dealers wanted. DENeg Chemical Com- 
pany, 314 Watts Bldg., Birmingham, Ala. 


NEW CARS for immediate 
Nashes and Hudsons. All 
available. Liberal discount. 
Bogda Downtown Nash Sales, 
Meridian, Indianapolis. 


wholesale. 
body styles 
Buy from 
1018 N. 


EQUIPMENT FOR SALE 


EW DYNAMOMETER, Bendix large size, 
latest type concealed-in-floor model com- 
plete, in original crates. CAMBRIA 
MOTORS, INC., Johnstown, Penna. 


as few as you wish. Excellent and 
Prompt loading and shipping facilities to 
any part of the country. CHRYSLER 
PITTSBURGH COMPANY, INC., 5625 
Baum Blvd., Pittsburgh, Pennsylvania. 


AUTOMOBILE RADIOS — Standard or 
Specific models, any make. Write, wire 
or phone Moto Radio Distributing Com- 
pany, 5732 Baum Blvd., Pittsburgh 6, 
Penna. 


WANTED IMMEDIATELY 
EXECUTIVE ENGINEER 


with automotive designing experience pre- 
ferred. Must be capable of supervising 
large engineering department. Salary 
$10,000 to $15,000 depending upon ex- 
perience and ability. Please do not apply 
unless you have previously held such a 
position and drawn a similar salary. 
References will be carefully checked. 
Excellent postwar opportunity with large, 
nationally known 60 year old firm, for 
right man. Location southwestern Michi- 
gan. Box 689, c/o Automotive News, 
Detroit 2, Mich. 


AUCTION 


Ben Fishel Auto Auction Co. 
250 CARS 


Every Tuesday, Rain or Shine 
at 10:30 a.m. 


200 Used Cars and Trucks on Hand at 
All Times 


For Dealers Only 


WE BUY, SELL OR TRADE 
PHONES: 127--128--591 


2112-14-16 Sycamore, Cairo, II. 


We buy and 
sell the best 
cars available. 


Phone us for a trial 
shipment. 


We guarantee cars 
to be as described. 


200 cars to select from. 


Phone. Circle 7-4452 
EDWARD MORGAN 


Cor 56th ST., BROADWAY 
NEW YORK CITY 


NS ee ee a a — Se 
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At N. C. Dealers Convention... 


Makers Urged to Base 
Allotments on 1936-40 


ASHEVILLE, N. C.—Auto manu- 
facturers were urged last week to 
allot, when production is resumed, 
new cars and trucks to dealers on 
the basis of units sold during the 
five-year period 1936-40 rather than 
on the abnormal year of 1941. 


In a resolution adopted at the 
annual convention of the North 
Carolina Automobile Dealers Assn. 
here, it was pointed out that deal- 
ers have their financial invest- 
ments made, their facilities organ- 


Thousand Attend 


Conference of 


Engine Rebuilders 


CINCINNATI.—Over 1,000 engine 
rebuilders from all over the coun- 
try attended the twenty-second 
annual meeting of the Automotive 
Engine Rebuilders Assn. held here 
in the Netherland-Plaza hotel 
last week. The program, which 
dealt mainly with postwar and ma- 
chine shop problems, lasted 
through three days. 

Fifty-nine supplying manufac- 
turers had conference booths on 
the same floor as the meeting 
room. 

Among the addresses dealing 
with future problems were the 
postwar market of shops, by 
Arthur G. Drefs, McQuay-Norfis 
Mfg. Co.; uses of aluminum and 
magnesium in present and post- 
war production, by Walter Klayer, 
Aluminum Industries Corp.; en- 
gine fuels of the future, by Julian 
Frey, Ethyl Corp.; and facelifting 
and streamlining your business for 
the future, by Tom O. Duggan, 
Thompson Products Co. 

7 ” * 


240 Dealers Golf 

Approximately 240 Cincinnati 
dealers attended the annual outing 
and frolic of the Cincinnati deal- 
ers association at the Summit Hills 
Country Club here last Wednesday. 
Golf was played in the afternoon, 
with the Mercury team composed 
mostiy of Chevrolet men winning 
top honors. 

Walter Hamer, manager of the 
Ohio State Dealers Assn. (now the 
largest automotive association in 
the country) and Jack Weed, of 
AUTOMOTIVE News, were oOut-of-city 
guests. 


Studebaker Gets 
Fifth E Award 


SOUTH BEND.—Studebaker 
Corp. received its fifth Army-Navy 
E pennant last week when the Los 
Angeles plant of the company was 
cited by the War Department for 
production efficiency. 

Similar honors had previously 
been awarded to Flying Fortress 
engine factories in South Bend, 
Fort Wayne and Chicago and to 
the automotive factory here. 

The Pacific Coast unit, which 
assembled automobiles in peace- 
time, now installs cowlings, nacel- 
les, mounts and other accessories 
on aviation engines for the Flying 
Fortress and Lockheed Ventura. 


-the “extra” 


and wires of commendation 


ized and their organizations gen- 
erally based on the above method. 
It is the understanding of the 
dealers, it was said, that the gov- 
ernment will use that base period 
in establishing production quotas 
for manufacturers on reconversion. 


At the convention, W. H. Wray, 
of Gastonia, was elected president; 
F. J. DeTamble, Winston-Salem, 
vice-president; S. D. Lovelace, Wil- 
son, secretary; Walter Harrington, 
Greenville, treasurer; E. O. Thomas 
Asheville, was reelected NADA di- 
rector, and Mrs. Bessie B. Phoenix, 
Raleigh, was reelected executive 
secretary. 

In appreciation of Mrs. Phoenix’s 
10 years of service with the asso- 
ciation, the members presented her 
at the banquet with $1,000 in wa 
bonds. R. Gregg Cherry, governor- 
elect of North Carolina, attended 
the entire convention and was the 
principal speaker at the banquet. 


Speakers at the business sessions 
and their subjects were: 


W. J. Wilkins, president, Auto- 
motive Trade Assn. of Virginia, 
“Virginia Licensing Law”; Ray 
Chamberlain, NADA, _ executive 
vice-president, “Dealer Conditions 
and Control—Now and Later—by 
Bureau and by Legislation”; A. O. 
Dietz, president, Commercial In- 
vestment Trust, “The Automobile 
Dealer in the Postwar Business 
World”; David G. Kelly, president, 
NADA, “Where NADA Is Going”; 
K. B. Elliott, vice-president, Stude- 
baker Corp., “The Road Ahead”; 
Col. John F. Hough, assistant to 
the director, Procurement Division, 
Treasury Department, “Surplus 
Consumer Property Disposal,” and 
N. C. Dezendorf, director, distribu- 
tion staff, General Motors Corp., 
“Postwar Opportunities and Re- 
sponsibilities.” 


Glover Is Named 
Deputy Chief of 
WPB Auto Unit 


WASHINGTON. — Appointment 
of Frederic S. Glover as deputy 
director of the Automotive division 
of the Equipment Bureau, WPB, 
was announced last week by 
William K. Frank, director of the 
bureau. Glover will work with 
Col. John Middlekamp, director of 
the Automotive division. 


Glover has been president and 
general manager of both the Reo 
Motor Car Co., and Reo Motors, 
Inc. He was also associated with 
the Timken-Detroit Axle Co. for 
many years as vice-president and 
later as president. As a colonel in 
the last war, he was chief of the 
motor transport service in charge 
of procurement of all motor trans- 
port for the Army. 

Glover has been with WPB since 
December, 1941. Since May 15, 
1942, he has been chairman of the 
Joint Optics Committee (military 
precision optics) WPB and Army 
and Navy Munitions Board. 


O. 
the 


“Dealers Tell Me,”’ by John 
Munn, is an open forum for 
expression of dealers’ opinions. 


made a big 


hit with our readers! 


As this Digest goes to press, letters, long distance calls 


from dealers are pouring in 


on Automotive News for its “scoop” in supplying readers 
with an EXTRA edition dated June 13, reprinting in full 
the OPA Used-Car Price Ceilings (MPR 540). 

One of the state dealer associations has already offered 
their members photostat copies of the regulations at $5.50 


per copy! 


Automotive News subscribers received it free, as part 


of our regular service to the Industry we serve. 


all that is our job! 


After 


GEO. M. SLOCUM, 
Publisher. 


Surplus 


Sales 


DETROIT.—Among the sur- 
plus automotive equipment of- 
fered for sale by government 
agencies last week were the fol- 
lowing: 

TREASURY PROCUREMENT 
SEATTLE.—2005 Fifth Ave. 
Bids to 11 a.m. June 28 

At F. P. U. D. Warehouse, 
1623 W. Thurman St.—5 passen- 
ger cars. 

At Mt. Rainier Ordnance Com- 
mand Shop, Fort Lewis, sh.— 
74 trucks. 

Bids to 11 a.m. June 29 

At Bureau of Reclamation, 410 
Federal Bldg., Helena, Mont.—1 
passenger car. 

At General Land Office, Sta- 
pleton Bldg., Billings, Mont.—1 
passenger car. 

At Public Roads Administra- 
tion Warehouse, Missoula, Mont. 
—Il1 passenger car. 


Briggs Doubles 
War Business 


During 1943 


DETROIT. — Briggs Mfg. Co.’s 
total sales in dollars in 1943 were 
approximately double its normal 
peacetime volume, the company re- 
vealed last week in its annual 
statement. Including all contracts 
it has received, Briggs’ total war 
business is in excess of a billion 
dollars. 

The major part of Briggs’ war 
business is airframe sections and 
assemblies for bombers and fight- 
ers, although the company also is 
delivering complete tank hulls and 
miscellaneous assemblies. 

While the report stated that the 
company would continue to devote 
all its energies to war as long as 
necessary, it was pointed out that 
“Briggs is prepared to go about the 
job of reconversion with the same 
dispatch and intensity that it ap- 
plied to the preparation for war.” 

Briggs pointed out that by far 
the largest percentage of income 
received by the company, 53.6 per- 
cent, was distributed in wages and 
salaries, 32.1 percent for materials 
and services, 9.2 percent for taxes, 
1.9 for dividends, 1.2 for reconver- 
sion expenses and other costs aris- 
ing out of the war, 0.6 left in 
business, 1.2 for depreciation and 
0.2 for executive salaries. 

Of all the money paid out to 
individuals, 96.2 percent was paid 
to employes in wages, 0.4 to offi- 
cers and executives in salaries and 
3.4 to stockholders in dividends. 

Earnings by Briggs employes in 
1943 averaged $3,159 as compared 
with $2,162 in 1941, an increase of 
more than 46 percent. 


Byrnes Urges 
Congress Speed 


Reconversion 


WASHINGTON.—Testifying that 
contract termination was “getting 
nowhere” in the absence of specific 
legislation, War Mobilizer James 
Byrnes last week asked Congress 
to enact the Murray-George bill 
before convention recess and to 
move ahead as rapidly as possible 
on other phases of reconversion. 

Byrnes’ appearance before a 
Senate Military Affairs subcom- 
mittee was simultaneous with re- 
lease of a report by the special 
Senate Committee on Postwar 
Economic Policy and Planning 
stating that the urgency of such 
legislation is so great Congress 
should not indulge in an extended 
Congressional recess this election 
year. 

The report of this special com- 
mittee, headed by Senator George, 
of Georgia, said that if there is 
a year’s interval between the fall 
of Germany and the fall of Japan, 
“approximately 2,500,000 men will 
be released from the ground forces 
during that year,” at the rate of 
200,000 to 250,000 monthly in addi- 
tion to 4,000,000 to 5,000,000 released 
by war industry. 

Specifically Byrnes recommend- 
ed: 

1. Early passage by the House of 
contract termination legislation al- 
ready passed by the Senate. 

2. Give statutory authority to an 
Office of War Mobilization and 
postwar adjustment as provided in 
the George-Murray bill pending be- 
fore the committee. Justice Byrnes 
in connection with this proposal 
told the committee that he would 
decline appointment as director if 
the job was tendered to him. He 
explained that he was called into 
work on the war mobilization pro- 
gram and does not particularly 
care to carry through on the post- 
war job with the sweeping powers 
carried in the George-Murray pro- 
posal. 

3. Induce states to liberalize 
unemployment compensation laws 
by providing Federal funds if 
necessary during the conversion 
period. 

4. Provide transportation of 
migratory workers in war indus- 
tries back to their homes. 

5. Provide unemployment com- 
pensation coverage for federal in- 
dustrial workers. 

6. Extend authority and loaning 
powers of Smaller War Plants 
Corp. 

7. Early passage of bill provid- 
ing policies for disposition of sur- 
plus war property. 

8. Start committee work imme- 
diately on a postwar tax bill in 
order that war taxation can be 
/promptly ended at termination of 
| hostilities. 








U.S. Officials Admit Big Need 
For Civilian Output Soon 


By xecte Wemhoff 
sianaging Editor 
WASHINGTON.— Official Wash- 
ington is cognizant of the need for 
turning more materials into civil- 


ian production as soon as possible} 
—to avoid severe unemployment | 


that would shake the people’s con- 
fidence in America and peace, it 
was apparent at a national con- 
ference of business paper editors 
here last week. 

The raw materials situation is 
satisfactory at present and no 
trouble is foreseen except in a 
few items, it was said. 
Among those addressing 

editors were President Roosevelt; 
Lieut. Gen. Brehon Somervell, 
commanding general of the Army 
Service Forces; C. E. Wilson, vice- 
chairman of the War Production 
Board; Will Clayton, surplus goods 
administrator; Dr. W. Y. Elliott, 
new director of the Office of 
Civilian Requirements; Elmer 
Davis, OWI director; Lawrence 
Appley, deputy chairman of the 
War Manpower commission, and 
Dr. Emerson Schmidt, chief econ- 
omist, U. S. chamber of commerce. 

Many government officials be- 

lieve that industry 


| will be able to handle the postwar 


production and employment prob-| 


j}lem. One high official said that 
industry and business had done a 


the} 


and _ business, | 
if given a free hand after the war, | 


| much better job on wartime pro- 
duction than the non-business 
press had given them credit. 


Although warning that the war 
is yet to be won—with many 
quick shifts due in munitions 
output to meet changing mili- 
tary demands, government offi- 
cials were insistent that recon- 
version legislation be rushed 
through as soon as possible to 
set up the course for postwar. 


While most people talk about 
the problems of civilian produc- 
| tion, distribution will be a serious 
bottleneck from here on out, it was 
declared, since the nation must 
watch out for a flood of goods 
that would disrupt normal trade 
channels. In this regard, it was 
stated that the war surplus goods 
disposal will represent a huge task 
when the war is over. 


As a result, it is hoped that more 
surpluses will be released now, 
when civilian needs are highest, 
and thereby avoid interference 
with new production and employ- 
ment when the war ends. 

On contract termination, it was 
emphasized that industry must ap- 
point high plant officials to han- 
dle this phase if unnecessary delay 
is to be avoided. 
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| To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 
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Black Market 
In Used Cars 


Seen in Chicago 


CHICAGO.—OPA’s' decision’ to 
impose used-car price ceilings 
and an otherwise snappy program 
brought out the largest attendance 
of any noon-day affair of its kind 
when the Chicago Automobile 
Trade Assn. staged its 40th annual 
meeting last week. Nearly 150 
dealers turned out for the event. 

Following the voting in of the 
regular ticket of directors, includ- 
ing Steve J. Barrett, S. B. Herbi- 

son, Roy H. Keeling, M. J. Lana- 
han and F. W. Patterson, the board 
met and reelected all officers, as 
follows: 

Paul B. Smithson, Packard, presi- 
dent; James M. McManus jr., 
Chevrolet, vice-president; S. B. 
Herbison, Buick, secretary, and 
William D. Reagan, Chrysler- 
Plymouth, treasurer. 

Lynn S. Snow, Ford dealer of 
Oak Park, director and past 

president of CATA, and vice- 
president of the National Auto- 
mobile Dealers Assn., was chosen 
to present his reactions toward 
the used-car price ceiling ruling. 
He declared that the prices al- 
lowed are “better than had been 
expected” and that “since the die 
is cast, dealers would do well to 
see how it all works out before 
registering complaints.” 

Other dealers present made it 
clear that they do not feel as cheer- 
ful over the decision as Snow. 
They said they forecast a “black 
market,” the impossibility of price 
enforcement, and a serious loss of 
business to legitimate dealers. 

In his annual report on asso- 
ciation activities, Edward L. 
Cleary, general manager, reveal- 
ed that 12 new members have 
been added during the past year, 
bringing the total up to 290, and 
that the goal for 1944 is sharply 
higher than this number. Cleary 
stated that dealer mortality has 
been virtually negligible, that the 
most serious problem to be over- 
come is the manpower shortage, 
and that no state laws or city 
ordinances injurious to automo- 
bile dealers were enacted within 
the past year. 


$30 for a Radio 


OPA announces that, in the 
agency’s press release on the 
used-car price ceiling regulation, 
it was stated in error that $20 
may be added to ceiling prices 
for any radio “in-built” in a 
car. 

The amount should have been 
$30, as stipulated in the text of 
MPR 540. 





